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PRESENTATION

A. Senior citizens are victimized in scam crimes at a far greater rate than the rest of society.  Many of the scams perpetrated against senior citizen victims are unreported, undiscovered, and uninvestigated.

1. Fraud is a deception deliberately practiced in order to secure unfair or unlawful gain.

2. Fraud refers to an entire category of criminal activity when viewed from a law enforcement perspective.  Fraud Against Seniors is its own law enforcement category.

3. Information about state and federal laws related to elder abuse can be found at the National Center of Elder Abuse www.centeronelderabuse.org.

4. Law enforcement provides a front line against senior fraud, which is why public education programs, investigative guidelines, and enforcement policies are important.

B. Preventing fraud against seniors begins with understanding why seniors are active targets for con artists.  Examine some of the facts:

1.
Individuals over the age of 65 represent about 12% of the U.S. population.  About 30% of fraud cases are associated with this age group.

2.
As many as 1 in 5 elderly citizens fall victim to some form of fraud.

3.
Six factors contribute to a senior’s vulnerability to fraud:

a.
Wealth

1.
Senior citizens, as a population, have considerable wealth and excellent credit. 

2.
Over the past several decades and as of 1999, individuals over 50 control 70% of the net worth of American households.  Therefore, con artists target this population, seeking cash.  

3.
Seniors with nest eggs and excellent credit equate to easy access to cash for a swindler.

b.
Politeness

1.
Seniors are typically very polite and willing to engage in casual conversation with strangers if they grew up during the 30’s, 40’s, and 50’s.  

2.
Con artists will use this as an invitation to start a scan as people in this generation are polite, trusting, and find it difficult to say “no”.

c.
Isolation

1.
Isolation is typical of seniors.  They live alone and can have little contact with friends or family.  

2.
A lonely senior is a prime target for a scam artist.  

3.
They can isolate the senior and since the senior relies on them, they are less likely to seek outside guidance where the scam can be identified.  

4.
Human contact is a powerful motive for seniors accepting con artists into their lives.

d.
Reluctance to Report

1.
Criminal activity related to senior fraud is drastically underreported.  

2.
The shame and embarrassment of having been swindled can prevent admission from the senior.  

3.
They may also be concerned that friends or family will think they cannot handle their own financial affairs.  This is a get out of jail free card for con artists.

e.
Physical and Mental Setbacks

1.
The physical and mental toll of aging can be devastating to some individuals. 

2.
Reliance on friends, family, and caretakers to complete everyday tasks is not unusual.  

3.
A con artist may use dementia or Alzheimer’s as an excuse to take advantage of a senior.  

4.
The victim may not realize what is happening and do as the con artist says.  

5.
At times, the victim may have little or no understanding or recall what has happened, preventing successful investigation.

f.
Fear of Poverty

1.
While many seniors enjoy a lifetime of savings and solid pensions, there are many who live with a strong fear of running out of money.  

2.
Ironically, the desire to strengthen their financial security can leave them exposed to fraud. 

3.
Con artists who prey on a senior’s fear of poverty involve them in investment schemes involving large sums of money.  This often leaves the victim in financial ruin.

C. Swindles often have tell-tale signs. Indicators of fraud can be grouped into three categories: 1) Personal, 2) Financial, and 3) Property:

1. Personal:

a. Social Changes: 

1.
Seniors generally experience gradual ups and downs in their social life.  If a sudden influx of new friends at a senior’s residence occurs, that may indicate a problem.

2.
Repeat visitors or repeat workers should be an indication to investigate.

b. Physical Abuse:

1.
Any sign of physical abuse is a red flag.

2.
While financial exploitation does not always include physical abuse, physical abuse generally indicates physical abuse.

c. Sudden Family Interest – Renewed family interest in the senior citizen and his or her activities by one or two family members who are usually younger than the senior citizen may indicate an intention to financially take advantage of the senior.

d. New Will or POA:

1.
A new will or power of attorney signed by the senior for no apparent reason is cause for concern.

2.
It is always important to see if the attorney has been involved in such transactions as an advisor or instigator in order to investigate or determine abuse.

e. Sudden Desire for Privacy:

1.
If a senior citizen suddenly requests privacy or secrecy, then you should determine why.

2.
In many cases, isolation is an important step in completing a swindle.

f. Isolation by an Acquaintance:

1.
Any time a friend or caregiver attempts to limit other friends’ and family members’ access to a senior, you should look for exploitation.

2.
Often, visitors will be told that the senior is ill, asleep, or unwilling to take visitors.

D. Fraud against seniors has clear financial indicators, particularly if the con is on a large scale:

1. Changes in Holdings – A sudden, unexplained decline in a senior citizen’s bank balance or other financial holdings can be a sign that the senior is currently embroiled in a scam.  You will need to address where and how this money is being spent. 

2.
Secret Dealings – Talking about secret dealings or making a lot of money quickly and refusing to give details about the deal or who is involved is a clear indicator of a scam.  This often coincides with withdrawals of funds from financial accounts.  

E. Property and personal assets owned by the senior are also targets for cons.  Sudden changes in an otherwise stable property picture can indicate a scam.  Indicators of a property scam include:

1. Home Improvement Binge – Although home improvement is a legitimate venture, a sudden binge of home improvement projects from a senior can indicate a con.  Ask questions about the nature of the improvements and their legitimacy.

2. Disappearing Household Goods – The disappearance of household goods and furnishings from a senior citizen’s residence without explanation should trigger investigation.

3. Sudden Liquidation – If a senior has a sudden desire to sell his or her home or liquidate other assets for no apparent reason, then that merits further examination.

F. Some common swindles patterns are used to victimize seniors: 1) Telemarketing, 2) Health Care, 3) Mail and Internet, 4) Home Repair, 5) Auto Repair, 6) Caregivers, 7) Investments, 8) ID Theft, 9) Phony Charities, 10) Door-to-Door, and 11) Sweetheart Swindles.

1. Telemarketing:

a. Telemarketing scams generate over $40 billion in annual consumer losses.

b. 1 in 6 consumers will be cheated by telemarketers.

c. More than a quarter of consumers who reported telemarketing fraud to the National Consumers League’s Information Hotline in 2002 were over age 60.

d. The Department of Justice estimates that fraudulent telemarketers target up to 80% of their calls to seniors.

e. Sweepstakes and prize offers, magazine sales, and credit card loss protection plans are the most common telemarketing frauds.

f. Most seniors do not recognize telemarketers as criminals.  Fewer than 5% of seniors will see them as criminals according to the AARP survey.

g. Boiler Rooms and Pay to Call area codes are two scams that exist via telemarketing:

1.
Boiler Rooms are operations that use high-pressure tactics and misleading information to sell products or solicit personal information. 

a.
Seniors are often home and reachable by phone, which makes them easy targets. 

b.
This type of scam can bilk consumers out of hundreds or even thousands of dollars per call. 

c.
According to the National Fraud Information Center, the average loss to Telemarketing Scams was $2,892. 

d.
To help seniors avoid this, they should hang up the phone when they encounter high-pressure sales and if a deal is presented and expires in the same day, they should be suspicious. 

e.
Generally, if it’s too good to be true, it probably is.

2.
In the pay area code scam, the victim will receive a phone message, page, email, or fax requesting that they return a call to an unknown number, typically in the 809, 284, or 876 area code. 

a.
The reason for the call varies from a sick relative to a friend being in jail. 

b.
When the victim calls the number, he or she is either put on hold or routed to a lengthy recorded message.  

c.
What the victim does not know is that the number they have called is an international number and is subject to a per-minute fee similar to 1-900 numbers, but because of loopholes in certain country’s phone regulations, consumers are given no warning regarding the charges associated with that number.  

d.
This scam is further complicated in that area codes such as 809, 284, or 876 are legitimate area codes and can be dialed directly without dialing the 011 typically associated with an international call. 

e.
The per-minute fees associated with these types of numbers can range from $10-$100 per minute.  The fees from the call are split three ways between the victim’s phone company, the international phone company, and the con artist. 

f.
Because the charges come from out of the country, the victim has little chance of proving that the charges are not legitimate and therefore has little recourse. 

g.
The lesson to teach to seniors in this case is:  Be wary of messages telling them to call any number they don’t recognize. 

h.
A senior should independently verify the location of the area code using a phone book, and check the number being called before actually placing the call.

2. Health Care:

a. Medical fraud, quackery, and bogus cures have been around for a long time.  Scammers exploit the niche between patient needs and wants and what medicine can deliver.

b. Seniors tend to have more health problems than the general public, which makes them vulnerable to professional medical scam artists.

c. Desperation can also factor into the scam if a senior’s health concerns are great enough.

d. Selling worthless medications, providing medical treatments that are ineffective or not needed, and providing medical cures through medications or equipment that doesn’t work are common scams.

e. The cost of health scams is staggering.  Medicare fraud and waste has been reduced from 13.8% in 1996 to 6.3% in 2002.

f. The Coalition Against Insurance Fraud estimates that health care fraud costs Americans $54 billion a year.

3. Mail:

a. In 2006, the United States Postal Service delivered 212 billion pieces of mail to over 144 million homes, businesses and Post Office boxes. 

b. The US Postal Service handles more than 44% of the world's card and letter mail volume, delivering more mail than any other postal service in the world.

c. The sheer volume of mail makes an excellent cover for con artists and provides thieves with the perfect opportunity to make off with millions in checks and valuables. 

d. The US Postal system worked diligently to stifle mail fraud; unfortunately, most mail fraud schemes have found a new home on the Internet.

e. Solicitations for bogus health care products, investment and insurance scams, discount vacations, work-at-home schemes, phony job opportunities, resort property sales, home-improvement promotions, chain letters, sweepstakes, and “gift circles” are all scams that are run via mail and Internet.

f. The total impact of mail fraud is unknown, but the USPS responded to over 75,000 mail fraud complaints in 2000.  The scams had netted the perpetrators cash ranging from a few thousand dollars all the way to $6.8 million.

g. For seniors to avoid becoming the victims of mail fraud, they need to be wary of solicitations that arrive by mail or e-mail.  They should also never give out their bank account numbers, Social Security number, driver’s license number, or credit card number to someone via phone, fax, e-mail, or in person.

h. If a senior participates in Internet auctions, they should investigate the auction before bidding and find out what the auction site and company will do if they encounter a problem.

4. Home Repair:

a. Schemes against homeowners can range from price gouging and shoddy workmanship to outright theft by people who misrepresent themselves.

b. In a typical home repair scam, the con will convince the victim that a home repair is needed at an inflated price and then will perform the work as quickly and cheaply as possible, sometimes leaving the home in worse repair than when they came.

c. The financial impact of these scams is nearly impossible to measure nationally, but the financial impact on individuals can be devastating.  One elderly, wheelchair-bound woman lost $1,200 to three con men who told her that her roof needed to be repaired.  Two of the men climbed on her roof and put about a quart of tar on it while the other man came inside with her. She even let him write the check for her to sign.

d. Consumer education can be the key to preventing scams against seniors. 

e. If a senior needs to have work done on or in the home, he or she should consult friends or family for a referral and check the contractor’s references before hiring.  The senior should get a minimum of three detailed, written estimates for the work. 

f. A savvy consumer should never hire anyone who refuses to give out the names of clients or refuses to show their contractor’s license and insurance papers.

5. Auto Repair:

a. Auto repair rip-offs are among the top five consumer complaints in many states according to the Consumer Federation of America.  

b. Auto repair rip-offs are a growing concern to seniors who may be more concerned about their safety and liability than younger drivers.

c. The California Bureau of Automotive Repair reports around 25,000 complaints a year in the state, the most common being bait-and-switch routines where there is an advertised special that’s too good to be true.  Other scams include inflating prices, and unnecessary repairs.

d. Use community education to prevent these types of scams.

e. Find an honest repair shop before you need one.

f. AAA approved facilities are approved.

g. Seniors should get written estimates before authorizing repairs and ask for the parts to be returned with a detailed invoice.

6. Caregivers:

a. Caregivers involved in scams take advantage of the vulnerability of people who are sick, confused, or out of touch with reality to gain control of their lives, finances, and property.

b. Caregivers gain a victim’s trust and learn intimate details about the person’s finances, thus exploiting the victim.

c. Caregivers can sometimes liquidate all of the victim’s assets.

d. Children of seniors should be on the lookout for these types of scams and protect their parents.  Pay attention to detail and stay in contact with the senior.  Look over your parent’s details and activities and watch out for signs of physical abuse.

7. Investments:

a. Investment scams are driven by a senior’s fear of running out of money.

b. Bogus documents, phony business prospects, and fabricated investor statements are all part of investment scams. 

c. The investments offered may involve many types of opportunities including but not limited to offshore investments, nonexistent shell businesses, inventions, automobile fleet purchases, or any other lucrative-sounding business proposal.  Another proposition often used to bilk seniors out of their money involves phony insurance policies.

d. All investments should be carefully researched and any money put towards the scam should be monitored and investigated.

8. ID Theft:

a. ID theft is growing in the U.S. and senior citizens are especially vulnerable to this activity.

b. With ID theft, a criminal will use another person’s personal information to make unauthorized purchases.

c. According to the Bureau of Justice Statistics, 1 in 33 households discovered some form of identity theft with a median loss of just over $1,200.

d. Strategies for preventing ID theft range from shredding personal documents to never giving out personal information over the phone or internet.

9. Phony Charities:

a. These types of scams prey on a senior’s sense of sympathy and duty.

b. In these scams, seniors are contacted by a fund raising organization soliciting donations for a real or fictitious charity.  The senior is compelled to dig deep and give frequently.  In some cases a small percentage of the money raised from seniors makes it to the charity, but often, the entire donation is pocketed by the con artist.

c. In some cases, elderly victims have gone without food and medicine in order to meet what they feel is their obligation to the charity they support.

d. Some legitimate charities will take advantage of senior generosity by continually requesting additional funds.  In this case, law enforcement can contact the charity and notify them that they need to reduce their contact with the senior citizen. 

e. If it becomes apparent that the donations the senior citizen is making do not involve a legitimate organization, law enforcement should open a criminal investigation.  It is important that investigators obtain all documentation, including the victim’s canceled checks or bank records, to provide a paper trail relating to the commission of the crime.

10. Door-to-Door:

a. In door-to-door scams, the con artist visits the victim at home and attempts to obtain money from the victim through a high-pressure sales pitch.

b. To achieve entrance, a con artist may ask for water or to use the phone.  Once inside, they may distract the victim and steal anything of value.

c. When investigating, realize that the perpetrator will work in various neighborhoods and go from house to house to ascertain which residences contain senior citizens.  Canvas the area and alert the public through media outlets to counteract the scam.

11. Sweetheart Swindles:

a. Also known as love cons.

b. The con will romance the victim to commit their abuse.

c. Typically involves an older victim and a younger perpetrator.

d. The victim is promised sex and even marriage contingent upon proving their devotion through lavish gifts, trips and cash.  Once the perpetrators take as much as they feel they can, they leave the victim heartbroken and penniless.  

e. In rare cases, con artists have actually murdered their victims to cover up the financial crimes.

f. These swindles are hard to derail and difficult to prove.  When confronted, a senior may refuse to accept that the emotions are not real.  The best line of action is to work to break apart the relationship in hopes the victim will come around.

G. Law enforcement and prosecutors are reluctant to investigate or prosecute fraud against seniors because of some common perceptions of senior citizens: 

1. Beliefs:

a. Seniors will not cooperate.

b. Seniors make unreliable witnesses.

c. Seniors are physically or mentally impaired individuals that cannot carry a prosecution.

H. Law enforcement should be aware of the following counters to commonly held beliefs about seniors:

1. The belief that seniors will not cooperate is not entirely true.  While some seniors can be unwilling, most can be convinced of their situation by a well-trained officer.

2. Seniors are not in fact unreliable witnesses.  Officers, investigators, and prosecutors of this opinion should be trained and enlightened to the value of their witness and the actual results of cases using senior citizens as key witnesses.

3. If an investigating officer or detective has built a solid framework and support for criminal charges, then the testimony of a senior citizen can be devastating to any defense attempt.  Even lapses in memory and detail can be filled in through proper criminal investigation.

I. Four Common Obstacles to Investigating Fraud Against Seniors:

1. Resistance to Intervention:

a. Seniors may be highly resistant to outside assistance from friends, family, or law enforcement.

b. This stems from the belief that no crime has been committed.

c. Seniors may be afraid the friends or family will think they cannot care for themselves or that the con artist will come through with their promise.

d. Resistance may be re-enforced if the victim’s family believes that pursuing the case is not in the best interest of the victim.

e. When investigating, be persistent and focused on pursuing the perpetrator. An attitude like this can help the senior accept what has occurred and realize the value of protecting themselves and other seniors.

2. Loyalty to the Perpetrator:

a. A victim may have an irrational attachment to their con artist, which stems from the perpetrator successfully isolating the victim.  

b. In some cases, the victim will value their friendship with their abuser so greatly that they will willingly go along with the con simply to maintain the relationship.  

c. When an officer encounters this type of loyalty, they may be faced with the task of virtually de-programming the victim.  Showing them a preponderance of evidence is one step, but bringing in outside intervention in order to alleviate the fear of isolation may also be highly effective.

3. Indifference to the Crime:

a. The senior’s world view is often radically different from younger people. 

b. Seniors may be totally indifferent to the crime committed against them because they believe that they are going to die soon, or because they do not care about their financial losses.  

c. 78% of seniors who are victimized by fraud will develop acute anxiety disorder, indicating that the indifference they display may not be their true feeling.  

d. When faced with this indifference, the investigator must convince the victim to cooperate fully with the investigation in order to protect other senior citizens who may be totally devastated by the scam that the con artist is operating.

4. Physical or Mental Impairment:

a. The physical and mental effects of aging may partially or completely prohibit the victim from participating in an investigation.  

b. In this case, bank records, receipts and other transactional records can provide a clear picture of the scam.

J. Factors that Contribute to a Successful Interview:

1. Patience – Be patient while discussing the case with the elderly victim.  It is always advisable to make and maintain eye contact with the elderly victim.

2. Timeliness:

a. Interviewing the victim as close to the occurrence of the crime as possible is particularly important with seniors. 

b. The statements made by the senior during the initial phase of the investigation can be critical.  As time passes, the potential for memory loss, destruction of evidence, or even the natural death of the victim greatly increases.

3. Overcoming Fear – Seniors fear isolation, retaliation, and loss of independence.  The success of your interview may hinge on your ability to alleviate those fears.

4. Working with Impairment:

a. Senior victims may have mental or physical impairments that make it difficult for them to participate in the interview. 

b. Direct questions, speaking in a louder than normal voice, and patience will help you overcome such impairments.

5. Gender:

a. Victims often are more comfortable discussing crimes committed against them with individuals of the same gender.  

b. Consider same gender interviews as a legitimate tool when investigating Senior Fraud.

K. Pre-Interview Preparations:

1. Set Goals:

a. A full confession is always the ultimate goal for every interview but, realistically, such a result is not always achieved, especially when the interview is with a professional criminal.  
b. Obtaining statements from the suspect that can be shown, either immediately or through later investigation, to incriminate the suspect may mitigate the need for a full confession.
2. Review:

a. Prior to the interview, the investigator should complete a thorough review of all materials relating to the investigation.  
b. During this process, notes should be taken, so that when the review has been completed, the investigator has a list of questions which need to be asked and information which needs to be sought from the suspect.
3. Anticipation:

a. Spend time mentally preparing yourself to deal with any alibis or other blocking mechanisms that the suspect may attempt to use to thwart your interview.  
b. A quick response to an attempt to block your interview can be a powerful tool in breaking down the suspect. 
c. At times, proper responses to the suspect’s blocking attempts will lead to a full confession.
4. Check for Flaws:

a. As you prepare for the interview, examine your case closely.  If you can detect flaws or openings in your investigation that might be exploited by the suspect or his attorney, take steps to close those loopholes prior to the interview. 
b. Examine your criminal case as the suspect or his attorney might examine it, and attempt to anticipate the suspect’s reaction to gaps in the investigation.
L. Seven Key Considerations for an Interview:

1. Evaluate the amount of incremental information and evidence you already possess and determine how much more is needed in order to solidify your criminal case and prosecution.

2. Review the suspect’s past history, both criminal and personal.

3. If the investigation has revealed multiple victims, consult with your local prosecutor to determine how much latitude is available to you when dealing with the suspect.  In some situations, it is very beneficial to have the ability and the authority to offer a deal to the suspect in exchange for a full confession and assistance in locating and identifying any other victims or additional suspects.

4. Do not offer the suspect any kind of actual deal unless your interview has become nonproductive.  Remember that the type of deal you offer the suspect must be within the guidelines established by your department and local prosecutor.

5. In evaluating the suspect, you should take into consideration the type of culture in which the suspect grew up.  This may assist you during the interview to either avoid or break down any cultural barriers.  If your experience with the culture from which the suspect comes is limited or nonexistent, try to obtain assistance from a more experienced investigator who may have knowledge of the culture.

6. Keep in mind as you plan your interview whether or not the interview is custodial or noncustodial.  The difference in interview techniques in either situation may be different, depending on the pending charges, evidence, and ultimate goal of the interview.  Clearly, you may be much more direct and aggressive in a custodial interview as opposed to a non-custodial contact interview.  Once again, planning and preparation will be key to a successful interview.

7. If more than one investigator will be involved in the interrogation, you must discuss how the interview will be handled prior to the interview.  Discuss interview strategy, who will be the lead interviewer, and what role each of the investigators involved will take.  Be creative in how you approach the interview, especially when dealing with a professional con man.

M. If you have built an air-tight case, you can allow the suspect to ramble on or confront the suspect with overwhelming evidence in order to obtain a confession and uncover more crimes and criminals.

N. Two excellent methods for obtaining information from a suspect are:

1. Allow the Suspect to Talk:

a. Allowing the suspect to talk is a simple but effective interrogation method that plays on the con artists sense of mental superiority. 

b. Career con artists never stop conning, and many believe they can con anybody.  

c. If you can get the suspect to begin explaining his situation and actions with regard to the victim, you may expose numerous inconsistencies in the suspect’s statements.  If capitalized upon properly, these inconsistencies may become the openings needed to disassemble the suspect’s story.

2. Conning the Con:

a. At times, you must interview a con artist when you will have been unable to obtain all the information you need to sew up the case. In such instances, you may need to attempt to convince the suspect that you know much more about their activities than you actually do.  

b. Successfully conning the con man can often result in the suspect making incriminating statements, even when they are a seasoned criminal.  

c. If caught in the con, you stand to lose all credibility with the suspect, all but eliminating any chance at a successful interview.  If this should occur, be prepared to continue the interview using another approach.

O. When conducting a field interview, gather any available information about the suspect’s criminal history, and whenever possible, consult with a seasoned property crimes or fraud crimes investigator.  Field interviews may yield a higher probability of obtaining incriminating statements because the suspect will not have had an opportunity to prepare, and may speak more candidly outside of a police interrogation room.  It is also probable that a suspect will change his story during later interviews, which usually is an indicator of guilt.

P. Factors to Consider Regarding the Miranda Requirement:

1. Where did the questioning take place?
2. How many law enforcement personnel where present?
3. What degree of physical restraint was placed on the suspect?
4. What was said to the suspect to get them to agree to the interview?
5. Would a reasonable person believe that they were free to go at any time?
Q. Documentation - When looking for documentation to bring down a perpetrator of fraud against seniors look for the following:

a. Canceled Checks

b. Business Records

c. Bank Account Records

d. Tax Records

e. Contracts

f. Informational Flyers

g. Business Prospects

h. Ledgers

R. Non-Prosecutorial Resources to Fight Fraud

1. Do Not Call Registry

2. Operation Senior Sentinel

3. ID Theft Data Clearinghouse

4. US Postal Inspection Service

5. US DOJ

6. BBB

7. BCL

8. Senior Programs

S. Investigative Do’s:

1. When interviewing a senior citizen who has been victimized, speak in a louder voice than normal and be sure to keep the senior citizen focused.

2. Collect all items of evidence and be aware of the need for a paper trail relating to the criminal’s activities during the commission of fraud crimes against elderly victims.

3. Be aware of and understand the worldview of senior citizens, especially in the way that it may relate to their views about the value of money.

4. Be aware of the cues which may indicate that a senior citizen is being scammed, such as suddenly-declining bank balances, home improvement binges, disappearing household goods and furnishings, and sudden new friendships.

5. Familiarize yourself with any specialized state statutes, laws, or regulations which provide law enforcement and other governmental investigative agencies with additional authority to inspect a senior citizen’s financial records when there is suspicion that the senior citizen may be being financially abused.

6. Prepare yourself to interview the suspect(s) by carefully and thoroughly reviewing all relevant information, records, and other pertinent evidence prior to the interview.

7. Establish your goal or goals for the interview during the planning process, then conduct the interview with the ultimate aim of achieving your goals.

8. Let the suspect talk.  The more he tells you, the more likely that he will make a mistake that you can use to your benefit. 

9. It’s okay to con the con man.

T. Investigative Don’ts:

1. Don’t be impatient when contacting or interviewing seniors who are crime victims.  The infirmities of aging require patience and understanding on the part of the investigating officer or detective.

2. Don’t discount elderly victims as viable witnesses because their age and mental or physical difficulties may be powerful assets in a courtroom setting.

3. Don’t hesitate to enlist the aid of local agencies involved in providing services to the senior citizens in your jurisdiction.

4. Don’t believe that you cannot make a strong criminal case against a suspect if your victim is incapacitated or deceased. 

5. Don’t be deterred by a senior citizen victim who resists your inquiries or even protects the suspect.  Be patient but determined.

6. Don’t initiate a formal interview with a suspected con artist without being properly prepared before you begin the interview.

7. Don’t hesitate to contact either your supervisor or your prosecutor for advice when investigating scam crimes against senior citizens.  These investigations and prosecutions can be very complex.  You may need additional assistance in order to determine the proper course of action, especially if you lack experience in such investigations.

8. Don’t assume that financial arrangements between a senior citizen and a potential con artist constitute a civil matter.  If deception is involved or if you discover a continuing course of questionable action, you may have a provable crime as opposed to a civil matter.[image: image1.png]
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